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AMONG    OURSELVES  February  1935 


COM  ONWEALTH  LIFE  INSURANCE  COMPANY 
Louisvi  lie  ,  Kentucky 


Abraham  Lincoln  as  a  Salesman 


WHEN  the  conduct  of  men  is  designed  to  be  influenced, 
persuasion  —  kind,  unassuming  persuasion,  should 
ever  be  adopted.  It  is  an  old  and  true  maxim, 
"That  a  drop  of  honey  catches  more  flies  than  a  gallon  of  gall." 
So  with  men.  If  you  would  win  a  man  to  your  cause,  first 
convince  him  that  you  are  his  sincere  friend.  Therein  is  a 
drop  of  honey  that  catches  his  heart,  which,  say  what  he  will, 
is  the  great  highroad  to  his  reason,  and  which,  when  once 
gained,  you  will  find  but  little  trouble  in  convincing  his  judg- 
ment of  the  justice  of  your  cause,  if,  indeed,  that  cause  is 
really  a  just  one.  On  the  contrary,  assume  to  dictate  to  his 
judgment,  or  command  his  action,  or  to  mark  him  as  one  to  be 
shunned  or  despised,  and  he  will  retreat  within  himself,  close 
all  the  avenues  to  his  head  and  his  heart;  and  though  your 
cause  be  naked  truth  itself,  transformed  to  the  heaviest  lance, 
harder  than  steel,  and  sharper  than  steel  can  be  made,  and 
though  you  throw  it  with  more  than  herculean  force  and  pre- 
cision, you  shall  be  no  more  able  to  pierce  him  than  to  pene- 
trate the  hard  shell  of  a  tortoise  with  a  rye  straw.  Such  is 
man,  and  so  must  he  be  understood  by  those  who  would  lead 
him,  even  to  his  own  best  interests. 

— Abraham  Lincoln. 
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42.0  EAST   FOURTH  STREET 

CINCINNATI- OHIO 


September  30,  1935 


Mr.  A.  L.  Dern,  Vice  President, 
Lincoln  National  Life  Insurance  Co., 
3vv-v^JU-e£  1301-27  South  Harrison  Street, 

Tf^>  Dear  Mr.  Dern: 

Following  your  courteous  invitation  at  Des 
Moines  I  am  coming  to  you  for  a  little  help. 

I  want  for  the  wall  of  my  office  a  photograph, 
etching,  or  pen  and  ink  drawing  of  Linooln,  with 
the  lettering  "If  you  would  persuade  a  man  to  act 
as  you  wish,  first  convince  him  that  you  are  his 
sincere  friend". 

(This  quotation  is  also  given  as  "If  you  would 
win  a  man  to  your  cause,  first  convince  him  that 
you  are  his  true  friend".  Can  your  historians  tell 
me  which  is  correct?) 

My  artist  has  drawn  a  pen  and  ink  sketch  from 
a  photograph  of  Lincoln  which  will  answer  if  nothing 
better  is  discovered.    However,  perhaps  you  could 
give  me  from  your  files  a  good  photograph  or  etching 
from  which  I  could  have  a  plate  made  that  would  be 
more  authentic  than  a  pen  and  ink  drawing. 

I  should  like  also,  if  it  is  possible,  to  have 
six  or  eight  photographs  of  Lincoln,  shov.-ing  his  de- 
velopment from  youth  to  the  latest  possible  picture. 
My  idea  is  to  have  these  mounted  in  one  frame,  say 
3  feet  long  and  a  foot  deep. 

I  don't  want  to  cause  you  unnecessary  trouble, 
but  if  you  can  conveniently  assist  me  I  shall  be 
grateful. 

Cordially  yours, 


ARJ:BW  Associate,  Editor 


A     NATIONAL      UNDERWRITER  PUBLICATION 


October  4,  1935 


V 


Mr.  A.  R.  Jaqua,  Associate  Editor 
The  Diamon'  Life  Bulletins 
480  Ifttt  Fourth  Street 
Cincinnati,  Ohio 


dear  Mr.  Jaqua: 


Your  lett  V  written  to  Mr.  Dern  with  ref-rencev 
to  Tircoln  portraits  has  been  forwarded  to  this  de- 
partment* and  because  of  Mr.  Dora's  absence  I  have  been 

asked  to  aekno-.vled&e  the  receipt  of  your  mess-v^e. 

Ve  n-c  very  f,lad  to  enclose  one-half  dosen  pwr* 
traits  sui table  f  r  fraftlA4     ich  we"  feel  cov^r  dif- 
ferent periods  in  Lincoln's  life  be  #imin^  with  the 
e arliest  portrait  and  concluding  with  the  one  taken 
Ju~t  before  his  d?nth. 

I  do  not  know  just  what  to  advise  you  with  ref- 
erence to  the  racial  v"Jioto°;raph  yju  desirg  to  use  for 
your  office  on  which  the  alleged  Lincoln  inscription 
ci^'it  be  used  but  have  enclose  1  one  which  ml  .cht  ooet 
your  needs. 

With  rof-i  ^nce  to  the  inscription  "If  y  u  wmld 
persuade  a  man  to  act  as  you  wish,  first  convince  hira 
that  yju  are  his  sincere  friend','  although  I  have  heard 
this  used,  it  does  not  seem  to  appear  anywhere  in  the 
exhaustive  lists  of  quotations  which  wa  have  «;iade  here 
in  our  foundation.    It  seems  to  me,  if  it  is  authentic, 
we  would  have  no  difficulty  in  finding  it,  and  I  fear 
very  much  that  y  ju  will  have  some  difficulty  in  locating 
it  aimns  Lincoln*  s  works.      v/e  will,  however,  continue 
to  look  for  the  quotation,  and  if  we  find  it  will  so  ad- 
vise you. 


To-urs  very  truly, 


Louis  A.  Warren /R 


Director 


E.  F.  CR  AY, 

BUSINESS  MANAGER 


ABN  E  R    THORP,  J  R 

EDITOR  AND  MANAGER 


A .  R.JAQUA, 
ASSOCIATE  E  DITO  R 


THE  DIAMOND  LIFE  BULLETINS 

Selling  Plans.Training  Courses  and  Statistical  Information 
on  Life  Insurance 


42.0  EAST   FOURTH  STREET 

CINCINNATI  OHIO 


October  8,  1935 


Mr.  Louis  A.  Warren,  Director, 
Lincoln  National  Life  Foundation, 
Fort  Wayne,  Indiana 

Dear  Mr.  Warren: 

Your  courtesy  in  sending  me  the  Lincoln  portraits 
is  -very  much  appreciated.    VJhen  properly  mounted  they 
will  occupy  a  place  of  honor  upon  my  office  walls.  I 
am  greatly  obliged  to  both  you  and  Mr.  Dern. 

It  is  an  odd  thing  about  the  quotation,  "If  you 
would  persuade  a  man  to  act  as  you  wish,  first  convince 
him  that  you  are  his  true  friend".     I  do  not  find  it  in 
any  of  my  books  of  quotations,  nor  do  I  know  where  I 
first  ran  across  it  -  probably  in  some  Life  of  Lincoln. 
Even  if  Mr.  Lincoln  didn't  say  the  words,  I  think  he 
would  subscribe  to  the  idea. 


Most  sincerely  yours, 


ARJ:BW 


A     NATIONAL      UNDERWRITER  PUBLICATION 


November  14 1  1935 


Mr.  A.  K.  Jaqua,  Associate  Editor 
The  Diamond  Life  Bulletins 

430  Kast  Fourth  Street 
Cincinnati ,  Ohio 

My  dear  Mr.  Jaqua: 

On  October  4  we  wrote  to  you  with  reference  to 

a  quotation  about  Abraham  Lincoln  which  yon  were 
anxious  to  authenticate  and  we  seemed  at  that  time  to 
have  some  difficulty  in  locating  it.  1 

I  do  not  know  why  I  replied  as  I  did  because  I 
should  have  been  able  to  locate  this  quotation  iamedi- 
etely. 

In  our  exhaustive  index  file  of  Lincoln 

quotations  it  is  rather  strange  that  we  should  index 

this  quotation  under  the  word  *drop"  as  it  is  known  as 

the  famous  "drop  of  honey  quotation.  * 

i 

You  will  please  find  enclosed  a  copy  of  the 
quotation  complete,  which  I  hope  will  answer  your  purpose. 

Tours  very  truly, 


Enc. 


Director 


'lien  MM  conduct  of  men  is  design  d  to  "be  influenced,  persuasi  e;.:,  dLnd, 
unassuming  wersuasion,  should  ev  r  be  adopted*    It  is  an  old  and  a  true  maxim 
"that  a  drop  of  honey  catches  mora  flies  than  a  gallon  of  gall."    So  with  men. 
If  you  would  win  a  man  to  your  cause,  first  convince  him  that  you  are  hit  sin- 
cere friend.    Therein  is  a  drop  of  honey  that  catches  his  heart,  which,  say 
what  h<  will,  is  the  grevt  highroad  |t  his  reason,  and  which,  when  once  sained, 
you  will  fin^.  but  little  trouble  in  convincing  his  Judgment  of  the  justice  of 
your  cause,  if  indeed  that  cax^se  really  be  a  Just  one.    On  the  contrary,  as- 
sume to  dictate  to  his  Judgment,  or  to  command  his  action,  or  to  ^  rk  him  as 
one  to  "be  shunned  and  despised,  and  he  will  retreat  within  hiuself,  close  all 
the  I  fills  I  to  his  head    and  his  heart;  and  though  your  cause  be  naked  truth 
itself,  transformed  to  the  heaviest  lance,  jtifflff  than  steel, and  sharoer  than 
steel    an  be  made,  and  though  you  throw  it  with  more  than  herculean  force  and 
precision,  you  shall  be  no  more  able  to  pierce  him  than  to  nenetrate  the  hard 
shell  of  ■  tortoise  ?rith  a  rye  straw.    3-och  is  nian,  and  so  must  he  be  under- 
stood by  those  who  would  lead  him,  even  to  his  own  best  interests. 


"  'If  you  would  win  a  man  to  your  cause,'  he  said,  'first 
convince  him  that  you  are  his  true  friend.  Therein  is  a  drop  of 
honey  which  will  catch  his  heart  and  which,  say  what  you  will, 
is  the  greatest  highroad  to  his  reason,  and  which  when  once 
gained,  you  will  have  little  trouble  in  convincing  his  judgment 
of  the  justness  of  your  cause,  if  indeed  that  cause  be  really  a 
just  one. 

"  'On  the  contrary,  assume  to  dictate  to  his  judgment  or 
command  his  action,  and  he  will  react  within  himself,  close  all 
avenues  of  approach  to  his  head  and  heart;  and  though  your 
cause  be  naked  truth  itself,  transformed  into  the  heaviest  lance, 
harder  than  steel  and  sharper  than  steel  can  ever  be  made,  and 
though  you  throw  it  with  Herculean  force  and  precision,  you 
shall  no  more  be  able  to  pierce  him  than  to  penetrate  the  hard 
shell  of  a  tortoise  with  a  rye  straw.'  " 

ABE  LINCOLN 

Dennis  Moore,    370  Lexington  Ave.,    New  York  City 


"Win  a  fl&an  to  l£>cmr  Cause" 

When  the  conduct  of  men  is  designed  to  be  influenced,  per- 
suasion— kind,  unassuming  persuasion — should  ever  be 
adopted.  It  is  an  old  and  true  maxim  that  "A  drop  of  honey^_ 
catches  more  flies  than  a  gallon  of  gall."  So  with  men.  \  If  " 
you  would  win  a  man  to  your  cause,  first  convince  him  that 
you  are  his  sincere  friend.  Therein  is  a  drop  of  honey  that 
catches  his  heart,  which,  say  what  he  will,  is  the  great  high  road 
to  his  reason,  and  which,  when  once  gained,  you  will  find  but 
little  trouble  in  convincing  his  judgment  of  the  justice  of  your 
cause,  if,  indeed,  that  cause  be  really  a  just  one.  On  the  con- 
trary, assume  to  dictate  to  his  judgment,  or  command  his 
action,  or  to  mark  him  as  one  to  be  shunned  or  despised,  and 
he  wiU  retreat  within  himself,  close  all  the  avenues  to  his  head 
and  his  heart;  and  though  your  cause  be  naked  truth  itself, 
transformed  to  the  heaviest  lance,  harder  than  steel,  and 
sharper  than  steel  can  be  made,  and  though  you  throw  it  with 
more  than  Herculean  force  and  precision,  you  shall  be  no  more 
able  to  pierce  him  than  to  penetrate  the  hard  shell  of  a  tortoise 
with  a  rye  straw.  Such  is  man,  and  so  must  he  be  understood 
by  those  who  would  lead  him,  even  to  his  own  best  interests. 

— Abraham  Lincoln. 

Lincoln  was  not  a  theorist.  He  was  a  practical  man  whose  practi- 
cality was  balanced  by  a  sincere  sentimental  side.  He  practised  what 
he  preached.  He  was  patient  and  considerate  with  his  peppery,  often 
provoking,  Secretary  of  War.  He  listened  courteously  to  countless 
fantastic  suggestions  concerning  the  Government.  Through  all  the 
years  he  was  in  the  White  House  those  who  opposed  him  recognized  the 
"kind,  unassuming  persuasion"  of  the  man. 

An  uninsured  man  is  an  unconvinced  man.  If  he  knew  the  need  for 
life  insurance,  and  the  benefits  of  life  insurance,  as  we  know  them  he 
would  fly  to  the  nearest  office  to  protect  himself  and  his  family. 

It  is  our  task  and  our  good  fortune  to  see  that  he  becomes  insured. 
It  is  our  duty  to  see  that  he  becomes  the  friend,  as  well  as  the  patron, 
of  the  company.  Let  us  convince  him  that  we  are  his  sincere  friends  by 
the  Lincoln  formula  of  "kind,  unassuming  persuasion." 

When  you  have  "won  a  man  to  your  cause"  you  have  won  an 
advocate. 


41280    Prudential  Press 


:ROM  LINCOLN 


"If  you  would  win  a 
man  to  your  cause, 
first  convince  him  that 
you  are  his  true  friend. 
Therein  is  a  drop  of 
honey  that  catches  his 
heart  which,  say  what 
we  will,  when  once 
gained  you  will  find 
but  little  trouble  in 
convincing  his  judg- 
ment of  your  cause. 
On  the  contrary  as- 
sume to  dictate  to  his 
judgment  or  to  com- 
mand his  action  and 
he  will  retreat  within 
himself,  close  all  the 
avenues  to  his  head 
and  heart;  and  though 
your  cause  be  naked  truth  itself  and  though 
you  throw  it  with  more  than  herculean  force 
and  precision,  you  will  be  no  more  able  to 
pierce  him  than  to  penetrate  the  hard  shell  of 
the  tortoise  with  a  rye  straw.  Such  is  man  and 
so  must  be  understood  by  those  who  would 
lead  him,  even  to  his  best  interests." 

— Abraham  Lincoln 


II 


If  you  would  win  a  man  to  your  cause,  first 
convince  him  that  you  are  his  true  friend. 
Therein  is  a  drop  of  honey  that  catches  his 
heart,  which,  say  what  he  will,  is  the  greatest 
highroad  to  his  reason,  and  which  when  once 
gained,  you  will  find  but  little  trouble  in  con- 
vincing his  judgment  of  the  justice  of  your 
cause,  if,  indeed,  that  cause  be  really  a  just 
one.  On  the  contrary,  assume  to  dictate  to  his 
judgment,  or  to  command  his  action,  or  to 
make  him  as  one  to  be  shunned  or  despised, 
and  he  will  retreat  within  himself,  close  all  the 
avenues  to  his  head  and  heart;  and  though 
your  cause  be  naked  truth  itself,  transformed 
to  the  heaviest  lance,  harder  than  steel  and 
sharper  than  steel  can  be  made,  and  though 
you  throw  it  with  more  than  Herculean  force 
and  precision,  you  shall  be  no  more  able  to 
pierce  him  than  to  penetrate  the  hard  shell  of 
a  tortoise  with  a  rye  straw. 

Abraham  Lincoln 


